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TRA 1999 Reseller Membership Survey and Statistics

1995-1999 Trends—TRA Reseller Membership Profile

Percent of TRA members that are switched-based
Percent of TRA members offering wholesale services
Percent of TRA members offering debit or credit cards
Percent of TRA members offering international service
Percent of TRA members offering international call-back
Percent of TRA members offering residential service
Percent of TRA members offering local service

Percent of TRA members offering wireless service
Percent of TRA members offering Internet access
Percent of TRA members offering data/frame relay services
Percent of TRA members offering Internet backbone
Percent of TRA members offering dial around service
Percent of TRA members offering prepaid local service

Percent of TRA members offering IP telephony

Source: TRA Company Membership Applications, 1995-1999.
1999 statistics based on 502 company member applications.

1995
34%
41%
59%
69%
38%
47%
13%
16%

n/a
n/a
n/a
n/a

n/a

1996
49%
55%
67%
69%
23%
57%
27%
21%
23%

n/a
n/a
n/a
n/a

n/a

1997
50%
55%
69%
61%
24%
54%
33%
25%
35%

24%

1998
54%
63%
53%
60%
25%
49%
34%
46%
36%
27%
20%
12%

n/a

n/a

1999
55%
57%
61%
63%
19%
44%
41%
36%
55%
36%
26%
13%
11%

20%
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TRA 1999 Reseller Membership Survey and Statistics

The principal reason your company joined TRA is:

Belief in importance of

Educatiorv/ trade association
information 10%
12%

Conferences

4%
Representational
10% Netw orking & business
opportunities
64%

Source: TRA 1999 Annual Membership Poll
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TRA 1999 Reseller Membership Survey and Statistics

How do you rank the importance for your company to be a
single provider of bundled telecommunications needs
(i.e., local, long distance, data, Internet & wireless)?

haven't focused on
it as yet
3%

low

moderate
18%

very high
51% 20%

Source: TRA 1999 Annual Membership Poll
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What were your company’s 1998 revenues?

greater than 50
million dolars 0-5 million dollars
30% 21%

>5-10 million dollars
19%

>25-50 million dollars
14%, >10-25 million dollars

16%

Source: TRA 1999 Annual Membership Poll
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TRA 1999 Reseller Membership Survey and Statistics

What preferred method of authorization do you use in
acquiring new customers?

Verbal LOA/
threeway call Third-party
Welcome packet 3% verification
Bectronic 15% 15%
notification

7%

Signed letter of agency
(LOA)
60%

Source: TRA 1999 Annual Membership Poll
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What is your average interstate retail rate per minute for
switched access?

greater than 12 cents

79% less than 8 cents

>10-12 cents 17%
17%

>8-10 ::ents >8-9 cents
19% 40%

Source: TRA 1999 Annual Membership Poll
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What is your company’s average Interstate Retail rate per
minute for dedicated access?

greater thaon 8 cents less than 4 cents
10% 17%

>6-8 cents
1%

>4-5 cents
24%

>5-6 cents
38%

Source: TRA 1999 Annual Membership Poll
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TRA 1999 Reseller Membership Survey and Statistics

Which of the following represents the highest percentage of
your distribution channel?

direct or
multi-tevel
e-commerce marketing telemarketing
6% 17%

1%

agents or
distributors
29%

in house sales force
47%

Source: TRA 1999 Annual Membership Poll
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What is your company’s monthly attrition rate
(the percentage of your customer base lost per month)?

greater
>8-12% than 12%
5% 2%

>5-8% : less than 2%
19% - 34%

>2-5%
40%

Source: TRA 1999 Annual Membership Poll
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What was your company’s profit/loss as a percentage
of revenues in 1998?

over 20 % profit
10-20% profit 3%

18% -

0-10% profit @
19%

over 10% loss
30%

0-10% loss
29%

Source: TRA 1999 Annual Membership Poll
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What percentage of your company’s revenues are derived
from residential accounts?

>80-100%
>60-80% 7%
8%

>40-80%
16%

>20-40%
18%

less than 20%
50%

Source: TRA 1999 Annual Membership Poll

11

Lk LRHIR SR
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What percentage of your company’s revenues are derived
from international accounts?

80-100%

>60-80% >

5%

>40-60% 6%
7%

>20-40%
7%

less than 20%
75%

Source: TRA 1999 Annual Membership Poll
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TRA 1999 Reseller Membership Survey and Statistics

In evaluating your company’s orientation
to competitive local market entry,
which is the most appropriate description?

no current plans to

offer local service already providing
22% local services
46%

still deciding when
and how to enter
the market
12%

will be entering the
market in 12 months

will be entering the
0 market in six months
8% 12%

Source: TRA 1999 Annual Membership Poll
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1997-1999 Trends:

Company’s Orientation to Competitive Local Market Entry

already providing local
service

will be entering the market
in 6 months

will be entering the market
in 12 months

still deciding when and how
to enter mark

no current plansto offer
local service

Source: TRA 1997, 1998 and 1999 Annual Membership Polls
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TRA 1999 Reseller Membership Survey and Statistics

What factor does your company view as the single greatest
impediment to competitive local exchange market entry?

uncertainty of viability, regulatory requirements

pro:i::a;lhty 20%
(+]

ﬁnagrlzlng S - incumbent LEC
incumbent LEC operational resistance
impediments to competitive entry
17% 23%

Source: TRA 1999 Annual Membership Poll
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1997-1999 Trends:
Greatest Impediments to Competitive Local Market Entry

regulatory requirements

incumbent LEC resistance _

to competitive entry

incumbent L EC operational —

impediments 01999
M1998
B@1997

financing

uncertainity of viabtty, g i i |

profitability

Source: TRA 1997, 1998 and 1999 Annual Membership Polls
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In evaluating your company’s orientation
to competitive wireless market entry,
which is the most appropriate description?

no current plans to offer already psr:vnlnc_i‘l:r;gs wireless
wireless services
20%

30%

will be entering the
market in six months
16%

i
stil deciding when and how to
enter the market
17%

will be entering the market
in 12 months
17%

Source: TRA 1999 Annual Membership Poll
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TRA 1999 Reseller Membership Survey and Statistics

What factor does your company view as the single greatest
impediment to competitive wireless market entry?

uncertainty of Yiability, regulatory requirements
profitability 15%
34%

incumbent carrier
resistance to
competitive entry
21%

administrative/
financing/start up costs billing
24% 6%

Source: TRA 1999 Annual Membership Poll
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Over the next six to twelve months,

where will your company be putting its greatest emphasis?

expanding its international expanding its domestic
senices interexchange business
25% %

. expanding its local
expanding its Internet/ - _— : senices business
data senvces expanding its 29%

20% wireless senvices
8%

Source: TRA 1999 Annual Membership Poll
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What is the total size of your company’s internal sales
and marketing force?

over 100

25%
13%

Source: TRA 1999 Annual Membership Poll
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What is the total size of your company’s external sales
and marketing force?

over 1,000
11%

501-1000
7%

101-500
10%

11-100
44%

Source: TRA 1999 Annual Membership Poll
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What percentage of your company’s revenues are derived
from Internet access, either dial-up or dedicated?

>60-80% >80-100%

5%

>20-40%
14%

less than 20%
75%

Source: TRA 1999 Annual Membership Poll

22




TRA 1999 Reseller Membership Survey and Statistics

What is your product mix for dial-up versus
dedicated Internet access?

80% dedicated,
20% dial up
19%

60% dedicated,
40% dial up
7%

50% dial up,
50% dedicated
5%

60% dial up,
40% dedicated 80% dial up,
5% 20% dedicated
64%

Source: TRA 1999 Annual Membership Poll
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What is your company’s average gross margin
(total revenue less network costs)?

less than 20%

greater than 32% 319

34%

>20-24%
13%

>28-32% L
13% >24-28%
9%

Source: TRA 1999 Annual Membership Poll

24




TRA 1999 Reseller Membership Survey and Statistics

>32%

>28-32%

24-28%

>20-24%

<20%

1996-1999 Trends:
Average Gross Margin

Source: TRA 1996, 1997, 1998 and 1999 Annual Membership Polls
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What is the pre-tax profitability of your company?

greater than 12%
15%

>8-12%
21%

>4-8% | 16%
19%

Source: TRA 1999 Annual Membership Poll
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1996-1999 Trends:
Pre-Tax Profitability

>12%

>8-12%

01998
11998
m 1997
E1 1996

>4-8%

<4%

none

Source: TRA 1996, 1997, 1998 and 1999 Annual Membership Polls
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What percentage of your company’s gross revenues are
spent on sales and marketing?

greater than 17.5%
22%

less than 10%
33%

>15-17.5%
13%

>10-12.5%
14%

>12.5-15%
18%

Source: TRA 1999 Annual Membership Poll
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1996-1999 Trends:
Percentage of Gross Revenues Spent on
Sales and Marketing Expenses

>17 5%

>15-17.5%

>12.6%-15%

>10-12.5%

<10%

Source: TRA 1996, 1997, 1998 and 1999 Annual Membership Polls
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What percentage of your company’s gross revenues are
spent on G&A expenses?

greater than 20% less than 5%

10% 20%
>15-20%

15% I

>10-15% (
24% 31%

Source: TRA 1999 Annual Membership Poll
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1996-1999 Trends:
Percentage of Gross Revenues Spent on G&A Expenses

>15-20%

01999
0 1998
m 1997

>10-15%

>5-10%

<5%

Source: TRA 1996, 1997, 1998 and 1999 Annual Membership Polls

31




TRA 1999 Reseller Membership Survey and Statistics

What is your company’s average monthly bad debt expense
as a percent of gross revenue?

greater than 2% less than .5%
13% 27%

26%

Source: TRA 1999 Annual Membership Poll
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1996-1999 Trends:
Monthly Bad Debt Expense as a Percent of Gross Revenue

>2%

>1.5-2%

01999
01998
w1987

>1-1.5%

>5-1%

<.5%

Source: TRA 1996, 1997, 1998 and 1999 Annual Membership Polls
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